Where to find customers when you run out of family and friends

· Leads are the seeds of our business.

· We must change the way we see things if we want to change our business for the better.  TWIST The Way I See Things When things aren’t looking how you want them to you have to twist a little.

· We want THIRTSY leads, the ones who want to be our customers (not the ones we have to beg and plead with to have shows!)

· Remember D-O-R-I-S to expand your business

1. D-Doors of Opportunity- go to a nice neighborhood with catalogs and a blank piece of paper. Knock on the door and say “Hi, I’m Christie with the Pampered Chef and I’m having a kitchen show in your neighborhood, would you like to attend? If they say no, thank them for their time and ask them who in their neighborhood likes to have parties (they will tell you!). If they say “yes, when is it?” Tell them you haven’t chosen a place and time yet but if they give you their name and number you will call them as soon as you have decided. Then ask them who else likes PC and to have parties. Move on to each house collecting info until you get to the house where the lady who answers is too excited to see you. This will be your host!  When she starts telling you how she loves PC tell her you have a list of names and numbers of her neighbors who can’t wait to come to a kitchen show. Then ask her is she would like to have the party at her house and get all the free stuff and benefits from hosting a show!” Christie says someone always agrees to host. DO NOT give her the list of names when she agrees to host. YOU told her neighbors YOU would call when you knew the date and time, so you must follow through with your promise. Tell her you will mail her a copy the very next day.

2. O-Out & About- 3 things to ALWAYS take with you every time you leave the house: 1. Flyers, 2. Purse Pocket Presentation, 3. Products (catalog)
1. Flyers- don’t make boring flyers! Give them headlines that are attention getters: Pizzaholics! Kitchen School with Cool Tools! Don’t make people have to write your number down off the flyer-moms are too busy to dig for a pen and paper and it gets lost anyway. Don’t put “tacky tear-offs” across the bottom with your number on it either, they get lost in purse as well. Instead try stapling business cards across the bottom of flyer that they can tear off and take with them. Now they know why they have your name and number and won’t lose it in their purse.  

2. Purse pocket presentation- take 4 recipe cards and 4-6 blank index cards and punch holes in the top left corner. Then secure together with metal index card ring (available at office supply stores) and add a small product (adjustable measuring spoon is good). Always get in longest line at stores and notice people in line. Peek in someone’s grocery cart. If they have crescent rolls say: “I see you’re buying crescent rolls, you must be having a Pampered Chef party!” When they look at you funny and say no why? Tell them PC has so many great recipes using crescent rolls, like the taco ring…then pull out your recipe cards and show them. Tell them you are a kitchen consultant and you would love to come to their home and show their friends how to make this delicious taco ring!

3. Products- Put Flour Sugar shaker inside purse or on a ring and attach to purse strap-then use it as a coin holder so people ask you about it when you pay with change. Put your key ring on a adjustable measuring spoon, small scoop, or scrapers. People will ask about them. ALWAYS carry PC bag in purse, when return something or buy something at store put bag inside your PC bag. People will stop you to ask where the Pampered Chef store is in the mall- right here!!

3. R-Reading Material- Newspaper is a wealth of business waiting for you! You have birth announcements-get name, search phone number, call and tell them “Hi this is Christie with the Pampered Chef, congratulations on your newest family member! I was calling to let you know about our special for new moms, would you like to hear about it?” Then make up a special. Wedding announcements- call and say same thing as for new moms, just change it to newlyweds. Or call and tell them who you are and you were calling to see if they got any duplicate PC products as wedding gifts. When they tell you they didn’t get any PC products at all then you can tell them about our great products. Food Section- find out what day the food section comes out and read it! People write in looking for recipes (thirsty people!) the hold cooking contests (be sure to enter and call to get the names of the winners…you know they like to cook!), and adult ed cooking classes. What a great way to reach people who WANT to be our customers! Classifieds- people advertise looking for help with kids-call them! Tell them how you can show them how to make cooking fun and easy and even how to spend some quality times with their kids in the process. Maybe they’d be interested in investment cooking, teach them how to prepare everything on Sunday and dinner is ready all week. Local-this section tells you what is going on in your community. Events, fairs, etc… If you see a story about a group trying to raise money call them and offer a fundraiser. See where and when you can donate time, food, or products to get your name out there.

· How to get name and address? Internet white pages. Try yahoo, whitepages.com, there are several out there. Type in name info and city and see what you get. If you prefer, send them a small congratulations gift (where appropriate) like a Season’s Best and then call a few days later to see if they received it.

· Remember this: When you take the focus off of you and your goals/wants, you make it easier on your prospect and don’t come off as being pushy. 

· Christie recommends contacting 10 people per week met by using one of the methods in this section.

4. I-Initials of Attraction- When talking on the phone and have to spell out things do a twist on the usual B as in Bob, P as in Peter. Use terms that relate to your business! P as in Pampered, F as in Food chopper, S as in Stoneware…People will notice!

5. S-Special Events- Things such as craft fairs, bridal shows, etc… People go from booth to booth and are bombarded at each one to fill out this and buy that. By the time they get to you they are tired and confused and they have no idea if they would like to host a show. You also have to be aware there are “professional contest enterers” that go to these events solely to enter every drawing they can…twice! Here are 5 things to put on a prize drawing slip to help you sort for thirsty leads:
1.
I love the Pampered Chef and I have hosted a show before

2. I love the Pampered Chef and I have attended a show before

3. I love the Pampered Chef and I use their products

4. I haven’t heard of The Pampered Chef but I would like to know more

5. I have no interest in Pampered Chef please only call me if I win the drawing

Pressed for Time Cookie Recipe-to put on flyers and post:


1 Box of cake mix


1 egg


½ C Butter


1 Mystery ingredient (call Allison @ 949-278-3896 to find out)

**The mystery ingredient is 3 oz of cream cheese

All of the ideas here can be found in one of Christie’s numerous books. Visit her website at www.lemonaidlady.com for more info on ordering.
